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PIPELINE CALCULATOR 

Assign Calculator Name 
Assign Lead Base Value 

Number of Pipeline Stages 

Apply Close Percentage 



Representatives & Pipelines 



92 



Western Region 



10 



No 



86 
88 
90 



84 



Chip Kiel 


Theresa Beck 


Bob Myers 


Dave Olson 


^Amy Dillon 


Debbie Tierse 


Joe Maranville 


Aron Blayton 


Allison Dimola 


Bob Lou 


Pam Tucker 


Mark Williams 


Barry Weaver 


Doug Delisa 


Paul Vidovich 





PIPELINE REGULATOR 




ule #1 I If the pipeline value" is > 250, then assign no new leads. 



ule #2 I If the "pipeline value" is > 250, return to the lead distributor for next pipeline" 



ule #3 ,f tne "pipeline value" is < 249, then assign new leads. 



ule #4 | if all "pipeline values" are > 250, assign new leads to the pipeline with smallest pipeline value. 



100 
102 



e#5 



Notify sales representative and management of all newly assign leads 



82 



FIG. 7 



106 



2. Marketing creates a flow of leads 
hasprt on provision rAnuiramantft 




Marketing 
System 



5. Marketing system is notified 
to restrict or increase the flow of 
leads based on business rules 



112 



/Otetibultoo Table 1 
-> / routat tie bod to 



\ t*a oorrod pipeirve t 



. Cakautalor awess 
the yah** at lw 
infected ptpeMrts/ 



1 . Management provisions/calibrates 
the flow o f leads into the sales rep's 
DiDeline and sets business rules 



108 



3. Leads are distributed to pipelines 
where they can be worked effectively 




Pipeline 



,< 



Sales Force 
System 



110 




No 




> > 










...... ■(•: 



Pipeline Regulator 



4. New pipeline values are 
calculated and business 
rules are activated to 
manaop naoanitv 



FIG. 8 



